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(57) ABSTRACT 

A system and method for sharing information relating to 
supply chain transactions and marketing data in either 
sell-side or buy-side environments. The system includes the 
ability to share information relating to ERP functionalities, 
surveys, target marketing and catalogs betWeen multiple 
supply chain trading partners. Users of the system may elect 
to activate only certain functionalities and features based on 
their particular preferences. 
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SYSTEM AND METHOD FOR SHARING 
INFORMATION RELATING TO SUPPLY CHAIN 
TRANSACTIONS IN MULTIPLE ENVIRONMENTS 

CROSS REFERENCE TO RELATED 
APPLICATIONS 

[0001] This application claims priority from co-pending 
commonly assigned US. Provisional Patent Application 
Serial No. 60/377,203 ?led May 3, 2002, the disclosure of 
Which is hereby incorporated by reference in its entirety. 

BACKGROUND OF THE INVENTION 

[0002] 1. Field of the Invention 

[0003] The present invention relates to a system and 
method for managing and sharing information betWeen 
sellers and buyers. Speci?cally, it relates to a system and 
method that is Web based and alloWs either supply chain 
sellers or buyers to be the host administrator for processing 
and sharing of a broad range of supply chain information. 

[0004] 2. Description of Related Art 

[0005] Today’s companies face several problems With 
respect to order management. Order management may be 
de?ned as the managing and sharing of information related 
to all aspects of buyer-seller transactions and relations. Most 
enterprises have multiple disparate and distributed back-end 
systems that make the sharing of rapidly changing informa 
tion relating to all aspects of business transactions complex, 
confusing, labor intensive and costly. In addition, order 
processing costs are typically very high using conventional 
means of processing orders. Enterprises need to sell across 
multiple channels, for example, through catalogs, the Inter 
net, distributors, and retailers and still provide full service to 
their customers. Unfortunately this is often not the case With 
conventional order management systems, especially When 
ordering is conducted over the Internet. Further, it may take 
multiple applications to provide the various information 
sharing needs of a supply chain enterprise. 

[0006] Supply chains tend to be highly complex involving 
numerous participants With multiple criss-crossing relation 
ships. For any siZable supply chain, a large number of 
commercial transactions typically occur on any given day. 
These commercial transactions may be divided into at least 
tWo groups, indirect material procurement and direct mate 
rial procurement transactions. Indirect material procure 
ments are transactions that generally involve items that are 
?nished goods (e.g., pens, paper, desktop computer, and the 
like). Indirect material procurement generally occurs at or 
near the bottom of the supply chain (e.g., close to or at the 
retail level). Direct material procurements, on the other 
hand, are transactions that usually involve raW materials or 
component parts and is usually transactions that occur at the 
upper levels of a supply chain. 

[0007] Approaches for sharing information relating to 
indirect, as opposed to direct material procurement, are often 
substantially different. The information relating to indirect 
material procurement transactions tend to be someWhat 
static and therefore, generally easy to exchange betWeen 
supply chain buyers and sellers involved in indirect material 
procurement. This is because the information relating to, for 
example, catalogs, orders, pricing, and the like, tend to 
remain constant. Further, supply chain partners involved in 
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indirect material procurement typically do not have a strong 
need to obtain or disseminate the Wide range of information 
shared by those involved in direct material procurement. In 
contrast, information shared by supply chain partners 
involved in direct material procurements tends to be highly 
dynamic. Information relating to direct material procure 
ment typically involves information related to solving sourc 
ing problems. For example, large manufacturers generally 
need to be able share information relating to purchasing 
transactions With suppliers supplying component materials. 
In these situations, the process for procurement may be very 
precise requiring information such as Request for Pricing 
(“RFP”) and Request for Quotes (“RFQ”) or information 
relating to preferred or quali?ed suppliers to be exchanged 
among speci?c supply chain partners. Thus, direct material 
procurement transactions often involve negotiations for 
pricing, product speci?cations, services and the like, and 
may involve orders involving large volumes of order goods. 
Further, each transaction may be customer or order speci?c. 
Thus, even information relating to, for example, catalogs, 
may be speci?c to a customer, a transaction, a location, and 
the like. Therefore, a system for sharing transactional infor 
mation for direct material procurement Will generally need 
to be signi?cantly more ?exible than those for indirect 
material procurement transactions. 

[0008] Supply chain participants typically deal With 
numerous supply chain partners at any given time. These 
supply chain partners may be either a buyer or a seller of 
goods and services. Unfortunately conventional purchase 
order management systems are generally implemented so 
that they operate only in a sell-side environment. In other 
Words, the conventional systems are typically designed so 
that the host and/or administrator of the system is a seller 
rather than a buyer. Therefore, supply chain participants may 
need to use tWo systems, an order management system, for 
sharing information relating to transactions in Which the 
participant is the seller, and a purchase order management 
system, to facilitate the exchange of information related to 
any transaction Where the participant is the buyer. 

[0009] One of the biggest impacts that the introduction of 
the Internet has had on commerce is the compression of 
order cycle times. Instead of the order to cash cycle taking 
Weeks as in the past, many companies are turning orders into 
shipments in days and even hours in some cases. As a result, 
many customers are beginning to expect and even demand 
a quick turnaround on their orders. As service becomes the 
key differentiator, being able to deliver on this demand is a 
competitive necessity. It can mean the difference betWeen 
making or losing the sale. Conventional order management 
systems often are highly inef?cient and often very sloW 
When integrated With backend systems. Both sellers and 
buyers Want to be able to share information relating to all 
aspects of supply chain business transactions including 
ordering, inventory, marketing price quotations, and the like. 
Thus, a system that alloWs supply chain customers and 
sellers to share, in real time and via an electronic netWork, 
information relating to any supply chain purchasing trans 
actions, Will be highly desirable. Further, it Would be highly 
desirable for such a system to be able to fully integrate With 
backend systems providing complete end-to-end solutions. 
Further still, it is highly desirable to have one system, Which 
may be implemented by either a buyer and/or seller for 
sharing business transaction information. 
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SUMMARY OF THE INVENTION 

[0010] Accordingly, the present invention is directed to a 
system and method for processing and sharing of informa 
tion betWeen buyers and suppliers. More speci?cally, a 
highly dynamic system and method for processing of infor 
mation relating to customer orders, catalogs, surveys, and 
the like, and Which may be implemented by any supply 
chain partner regardless of the identity of the host. 

[0011] Additional features and advantages of the invention 
Will be set forth in the description Which folloWs, and in part 
Will be apparent from the description, or may be learned by 
practice of the invention. The objectives and other advan 
tages of the invention Will be realiZed and attained by the 
structure particularly pointed out in the Written description 
and claims hereof as Well as the appended draWings. 

[0012] According to one embodiment of the present inven 
tion, a true 24/7 purchase/order management system (“OM 
System”) is provided that alloWs businesses to process, 
ful?ll, and manage orders electronically and in real-time 
over an electronic netWork such as the Internet by either a 
seller or a buyer host administrator. The system may connect 
internal and external selling organiZations and supply chain 
partners to order and inventory information stored in back 
end systems. The system may resolve its 24/7 availability 
con?ict With back end systems (Which often must be shut 
doWn for extended periods) by providing order-caching 
feature that alloWs customers to place orders, eve if the 
back-end system is doWn. When a back-end system is doWn, 
the order management system may store orders in the 
application database and When the back-end system is back 
online, those orders are then submitted to the back-end 
system and con?rmations are sent. The system may alloW 
customers to search catalogs, check product availability, and 
track 

[0013] According to another embodiment of the present 
invention, the OM System is an electronic channel using the 
World Wide Web that may automate the entire ordering 
process for both buyers and sellers. A signi?cant portion of 
a commercial transaction in a supply chain may be auto 
mated, for example, the system may automate the order 
management process relating to marketing, selling and sup 
porting activities of trading partners. 

[0014] According to another embodiment of the present 
invention, unlike conventional order management systems 
that are implemented in a sell-side environment, the system 
according to the present invention may be implemented both 
in sell-side and buy-side environments. The ability to oper 
ate either in a buy-side or sell-side environments means that 
the system according to the present invention is a highly 
robust and ?exible system. 

[0015] According to another embodiment of the present 
invention, the OM System alloWs for marketing, sales, and 
trading partners to ?ll orders, check order status, and access 
both product inventory and product price information. The 
OM System may also alloW sellers to create, maintain and 
display catalogs to buyers regardless of Whether the OM 
System is implemented as a buy-side or sell-side solution. 
Such a feature may even be implemented in a buy-side 
environment. 

[0016] According to another embodiment of the present 
invention, the OM System is a business-to-business softWare 
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application that supports enrollment and passWord protec 
tion, includes the capability of customer-speci?c pricing, 
bills to a PO number, and contains ship-to and bill-to 
defaults. The system may also contain complete catalog 
products. Security may also be implemented by the use of 
user hierarchies. 

[0017] According to another embodiment of the present 
invention, a method and system for sharing supply chain 
information relating to supply chain transactions and mar 
keting capable of being implemented by a supply chain 
trading partner in both sell-side and buy-side environments 
is provided. The system provides such capabilities by fol 
loWing certain steps. First by de?ning a host and users, the 
host being either a seller or a buyer; activating at least tWo 
functionalities Where at least the tWo functionalities are ERP 
and catalog sharing functionalities, creating at least one 
partnership betWeen the host and at least one of the users, the 
at least one partnership de?ning rules relating to said at least 
tWo functionalities, and implementing an action based on 
one of the functionalities. 

[0018] According to another embodiment of the invention, 
the system may incorporate the step of creating an optional 
feature, Wherein the optional feature is providing at least one 
of RFP, RFQ, and returns features. 

[0019] According to another embodiment of the invention, 
the ERP functionality includes the ability to provide order 
approval functionality. 
[0020] According to another embodiment of the invention, 
the system and method may incorporate the step of inputting 
data for the functionalities. 

[0021] According to another embodiment, the step of 
creating a partnership comprises the steps of creating a 
partnership ID, identifying partnership members and select 
ing partnership function. The method may further comprise 
the steps of creating a partnership rule and mapping said rule 
to said partnership. 

[0022] According to another embodiment of the present 
invention, hierarchies may be created. 

[0023] According to another embodiment of the present 
invention, in order to provide the catalog sharing function 
ality, the step of mapping at least one item is used. 

[0024] According to another embodiment of the present 
invention, in order to provide the catalog sharing function 
ality, the step of loading a catalog from a seller’s back-end 
system is used. 

[0025] To achieve these and other advantages and in 
accordance With the purpose of the present invention, as 
embodied and broadly described, the purchase order system 
and method provides a single solution regardless of Whether 
it is implemented in a supply-side or buy-side environment. 

[0026] It is to be understood that both the foregoing 
general description and the folloWing detailed description 
are exemplary and explanatory and are intended to provide 
further explanation of the invention as claimed. 

BRIEF DESCRIPTION OF THE DRAWINGS 

[0027] The accompanying draWings, Which are included 
to provide further understanding of the invention and are 
incorporated in and constitute a part of this speci?cation, 
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illustrate embodiments of the invention and together With 
the description serve to explain the principles of the inven 
tion. In the drawings: 

[0028] FIG. 1 is a block diagram depicting a system in 
accordance to an embodiment of the present invention in 
communication With a host and a plurality of users; 

[0029] FIG. 2A is an exemplary illustration of a one-to 
many relationship betWeen a seller and a plurality of buyers; 

[0030] FIG. 2B is an exemplary illustration of a one-to 
many relationship betWeen a buyer and a plurality of sellers; 

[0031] FIG. 3 is a How diagram depicting the steps for 
sharing and processing information betWeen supply chain 
participants implemented by a host Who may be either a 
buyer or a seller; 

[0032] FIG. 4 is a How diagram for de?ning users, host 
and functionalities; 

[0033] 
[0034] FIG. 6 is a How diagram for inputting base data for 
a functionality; 

FIG. 5 is a How diagram for creating partnerships; 

[0035] FIG. 7 is a How diagram for implementing an 
action; 

[0036] FIG. 8 is a block diagram for an exemplary orga 
niZational chart; 

[0037] FIG. 9 is a block diagram of an exemplary account, 
associated pro?les and its sub-accounts; 

[0038] FIG. 10 is a How diagram for implementing target 
marketing; and 

[0039] FIG. 11 is a How diagram for implementing a 
promotion. 

DETAILED DESCRIPTION OF THE 
PREFERRED EMBODIMENTS 

[0040] Reference Will noW be made in detail to the pre 
ferred embodiment of the present invention, examples of 
Which are illustrated in the accompanying draWings. 

[0041] The invention disclosed herein incorporates by 
reference the subject matter of co-pending commonly 
assigned U.S. Non-Provisional Patent Applications “System 
and Method for Supply Chain Management, Including Col 
laboration,” Zarefoss et al., Attorney Docket Number 
82001-0189, application Ser. No. 09/965,854, ?led on Oct. 
1, 2001; “System and Method of Monitoring Supply Chain 
Parameters,” Zarefoss et. al., Attorney Docket Number 
82001-0199, application Ser. No. 09/984,340, ?led Oct. 29, 
2001; “System and Method for Supply Chain Demand 
Planning and Forecasting,” Singh et al., Attorney Docket 
Number 82001-0193, application Ser. No. 09/984,347, ?led 
Oct. 29, 2001; “NetWork Transport System and Method With 
Freight Payment Module,” Aruapuram et al., Attorney 
Docket Number 82001-0123, application Ser. No. 09/.882, 
257, ?led Jun. 18, 2001; “System and Method for Ensuring 
Order Ful?llment,” Jenkins et al., Attorney Docket Number 
82001-0197, application Ser. No. 09/984,349, ?led Oct. 29, 
2000; “System and Method for Managing Market Activities, 
Zarefoss et al., Attorney Docket Number 82001.0328, appli 
cation No. 60/336,147 ?led on Dec. 6, 2001; “Promotion 
Pricing System and Method,” Scott et al., Attorney Docket 
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Number 82001.0317, application Ser. No. 09/987,706, ?led 
on Nov. 15, 2001; “Target Pricing Method,” Boyd et al., 
Attorney Docket Number 82001.0312, application Ser. No. 
09/517,977, ?led on Mar. 3, 2000; “Target Pricing System,” 
Boyd et al., Attorney Docket Number 82001.0313, applica 
tion Ser. No. 09/517,983, ?led on Mar. 3, 2000; “System and 
Method for Integrating Disparate NetWorks for Use in 
Electronic Communication and Commerce,” Shannon et al., 
Attorney Docket Number 82001.0191, application Ser. No. 
09/927,412, ?led on Aug. 13, 2001; “Dynamic Pricing 
System,” Phillips et al., Attorney Docket Number 
82001.0310, application Ser. No. 09/859,674, ?led May 18, 
2001; “System and Method for Enabling Collaborative 
Procurement of Product in a Supply Chain,” Zarefoss et al, 
Attorney Docket Number 82001.0296, application Ser. No. 
10/014,789, ?led Dec. 14, 2001; and “System and Method 
for VieWing Supply chain NetWork Metrics,” Kavounis et 
al., Attorney Docket Number 820010195, application Ser. 
No. 10/059,05, ?led Jan. 30, 2002. 

[0042] The present invention provides an order manage 
ment (“OM”) system, Which alloWs supply chain partners to 
share supply chain transactional information in either a 
sell-side or buy-side environment. The OM System may be 
implemented side-by-side With other logistical applications, 
for example, a supply chain information sharing application 
such as described in co-pending commonly assigned U.S. 
Non-Provisional patent application Ser. No. 09/965,854, 
“System and Method for Supply Chain Management Includ 
ing Collaboration.” The advantage of operating the OM 
System side-by-side With such systems is that it alloWs the 
applications to share information, such as partnerships and 
hierarchy information, needed to efficiently perform the 
various functionalities of each application and thus reducing 
memory requirements. 

[0043] The present invention provides for an Order Execu 
tion & Management system (i.e., OM System), Which may 
be implemented by a sales organiZation or a procurement 
organiZation to facilitate the execution of and collaboration 
on a broad range of supply chain transactions betWeen 
supply chain partners. Such information includes, for 
example, sales orders [SO], purchase orders [PO], item 
catalogs, pricing, order modi?cations and cancellation, 
material returns, approval routings (approval chain required 
for an order to be executed), supplier response and feedback, 
requests for proposal [RFP] and requests for quote [RFQ], 
surveys, target marketing, and the like. The OM System may 
function independently of any other applications or may 
interface With other logistical applications, for example, the 
systems described in co-pending commonly assigned U.S. 
Non-Provisional patent applications numbers, 10/014,789, 
09/965,854, 09/084,340, 10/059,055, 09/927,412 and co 
pending commonly assigned US. provisional patent appli 
cation No. 60/336,147, to provide full logistical capabilities 
to its users. The OM System may be implemented using a 
combination of both hardWare and softWare, and an elec 
tronic netWork such as the Internet, intranet, LAN, WAN, 
and the like. 

[0044] Referring to FIG. 1, Which is a block diagram of an 
exemplary OM System 100 according to one embodiment of 
the present invention. The OM System 100 includes a 
system database 102 and an optional pro?ling database 104. 
Alternatively, the pro?ling database 104 and the system 
database 102 may reside in the same database. The pro?ling 
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database 104 may contain pro?ling information of various 
system users and/or system features. For example, the OM 
System 100 may contain pro?les for customers and accounts 
as Well as for catalogs, surveys, returns and the like. A host 
administrator 106 is in electronic communication With the 
OM System 100. The OM System 100 is neutral to the 
identity of the host 102. Thus, the host 102 may be a buyer, 
a seller or any other supply chain participant. The OM 
System 100 may be located in a computer device such as 
PCs, Workstations, servers or any other computer devices 
commonly knoWn to those skilled in the art. 

[0045] The OM System 100 may include a number of 
modules for performing various functions and features. The 
functions that may be available through the OM System 100 
include, for example, catalog/pricing list sharing, ERP func 
tionalities and catalog sharing. The features that may be 
available through the OM system 100 include order modi 
?cation and cancellation, returns capability, Request For 
Price (“RFP”) and Request For Quote (“RFQ”) capabilities, 
and maintenance and services capabilities. Examples of the 
types of modules that may be included in the OM System 
100 include a module for managing purchase orders 107, a 
partnership module 108, an order approval module 109, a 
catalog module 110, an order processing module 112, a 
returns module 114, a RFP and RFQ module 116, a survey 
module 118, a maintenance and services module 122 and a 
promotions module 124. These modules may provide mul 
tiple functions. For instance, the partnership module 108 
may also be used to create hierarchies in addition to its 
ability to create and maintain partnerships. A number of 
other modules may also be included in the OM System 100. 
The OM System 100 is in electronic communication With 
users 130 via electronic netWork such as the Internet, 
Intranet, LAN, WAN, and the like. Users 130 may be any 
supply chain participants including buyers and sellers. 
[0046] The OM System 100 supports many types of 
relationship con?gurations. For example, the OM System 
100 supports one-to-many supply chain partner relation 
ships. Referring noW to FIGS. 2A and 2B, Which are tWo 
types of one-to-many relationships that the OM System 100 
supports. The tWo ?gures essentially represents sell-side 
(FIG. 2A) and buy-side (FIG. 2B) environments. In FIG. 
2A, the host/administrator 210 for the OM System 100 is a 
seller. In this con?guration, the OM System 100 supports a 
sales business process commonly referred to as Order Man 
agement as indicated by 216. The seller/host 210 is in 
electronic communication With buyer/users 212 via an elec 
tronic netWork 214. Typically the host Will consist of users 
With the roles of system administrator or a seller Who Will 
have privileges and access to various system functions that 
may not be accessible by buyer users 212. In this embodi 
ment, the OM System 100 resides With the seller/host 210 as 
indicated by 216. In FIG. 2B, the host/administrator 220 for 
the OM System 100 is a buyer. In this con?guration, the OM 
System 100 supports a procurement business process com 
monly referred to as Purchase Management as indicated by 
226. The buyer/host 220 is in electronic communication With 
seller/users 222 via an electronic netWork 224. As previ 
ously described, the host, in this case buyer 220, may 
include users With privileges and access to certain function 
alities that may not be available to seller users 222. Users of 
the buyer 220 may be granted privileges and access via 
implementation of hierarchies. For instance, partnerships 
betWeen buyers and sellers may be created Which de?ne the 

Jan. 29, 2004 

rights of each party. By de?ning a hierarchy for users 
associated With the buyer, privileges and access may How to 
users at loWer levels of the hierarchy. Note in a hierarchical 
relationship, partnership rules and rights Will typically ?oW 
doWn the hierarchy. For instance, suppose there is a hierar 
chical relationship betWeen a buyerl and a buyer2 Whereby 
buyerl is at a higher level in the hierarchy than buyer2. 
Suppose further that buyer1 and a seller create a partnership 
setting up rules relating to catalogs. Buyer2 may then be 
automatically granted rights and privileges granted to 
buyerl through the partnership. These rights created in 
partnerships of course are not limited to catalogs but also to 
rules relating to order creation and processing. In this 
embodiment, the OM System 100 resides With the buyer/ 
host 220 as indicated by 226. 

[0047] Abuyer may have relationships With other buyers. 
Generally, a buyer can only have a hierarchical relationship 
With other buyers. Thus, those in the loWer hierarchical 
structure can inherit the rights of a buyer at the higher end 
of the hierarchical structure. Buyers and sellers can develop 
partnerships. For example, suppose you have three buyers, 
buyer1, buyer2 and buyer3. Buyer1 is the highest in the 
hierarchy and has a relationship With loWer level buyer2. 
Buyer2 is in the higher location of the hierarchy than buyer3. 
If buyerl creates a partnership With seller 1 than some or all 
of the rules de?ned in the partnership betWeen buyer1 and 
the seller may be inherited by buyer2 and buyer3. For 
example, the right to access catalogs. A more detailed 
discussion relating to hierarchies may be found in co 
pending commonly assigned U.S. Non-Provisional Patent 
Application Attorney Docket No. 82001-0189. 

[0048] FIG. 3 illustrates a high-level process 300 accord 
ing to one embodiment of the present invention for sharing 
supply chain information betWeen supply chain participants. 
Initially, the roles of the participants (i.e., host and users) are 
identi?ed and/or categoriZed and the available features are 
de?ned at step 302. Ahost’s role may be as a buyer, a seller 
or any other customiZed roles. Based on the identity of the 
host and/or users, the OM System 100 may activate or 
deactivate selected functions. For example, the ability to 
create and share catalogs betWeen sellers and buyers may be 
deactivated depending upon the particular situation that the 
system 100 is being implemented. For instance, users may 
elect not to implement catalog sharing betWeen sellers and 
buyers depending upon Whether the OM System 100 is 
operating in a buy-side or supply-side environment. Enter 
prise Resource Planning (“ERP”) functions, such as order 
generation, may also be deactivated depending upon the 
speci?c circumstances that the OM System 100 is being 
implemented. Next, partnerships may be created betWeen 
participants at step 304 (i.e., host and users). Partnerships 
may be de?ned by business rules for the various functions 
that are provided by the OM System 100. Partnership rules 
may include rules such as rules for ordering, processing 
returns, publishing catalogs, order changing, canceling of 
orders, and the like. Such rules Will de?ne Which actions Will 
be alloWable. If an action is alloWable under the partnership 
then the partnership must also de?ne the parameters sur 
rounding the alloWed action. One of the steps for the process 
300 is to input data needed to implement actions at step 306. 
For example, inputting data needed to create a catalog and/or 
price list[s] for catalog sharing functions of the OM System 
100. For order modi?cation and cancellation, the data input 
ted is the modi?cation and order rules so that modi?cation 
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or cancellation may be made to the order. Once rules have 
been con?gured and base data have been inputted, actions 
may be implemented. Actions are speci?c acts related to the 
functionalities provided by the OM System 100. For 
example, catalog retrieval is an action that is related to the 
catalog sharing function of the OM System 100. Other 
actions that may be available include, for example, submis 
sion of RFQ and RFP, ?lling out and submitting surveys, and 
the like. Each of the steps described above is described in 
greater detail beloW. 

[0049] For each buyer or seller, hierarchies may be cre 
ated. Typically a buyer or a seller Will be an enterprise. 
Making up each buyer or seller are users. Hierarchies may 
be created to de?ne the relationship betWeen each user 
Within a buyer or a seller. Generally, users at the loWer end 
of a hierarchy Will inherit the rights and privileges of users 
at higher levels of the same hierarchy. 

[0050] FIG. 4, is a process 400 for identifying and/or 
categoriZing participants (i.e., user[s] and host) and activat 
ing/deactivating speci?c functionalities. The process 400 is 
an exemplary process for step 302 of FIG. 3. Initially, the 
host may be identi?ed and categoriZe in step 402. There are 
at least tWo types of categories that the host may be 
categoriZed into, sellers and buyers. Next, user[s] may be 
identi?ed and categoriZe as either a seller or a buyer at step 
404. By categoriZing each participant (i.e., host and users) as 
either a seller or a buyer and identifying each participant as 
a host or a user, the OM System 100 may provide custom 
iZed user interfaces to each participant based on their roles 
and identities. Further, the roles and identities of each 
participant may dictate Which functions and associated 
actions Will be made available to each participant. The roles 
of the users may also de?ne the user’s access to data, 
functions and features. The user’s role together With hier 
archies is one Way to control access to the various data and 
functionality provided by the OM system 100. Functions are 
capabilities of the OM System 100 such as catalog sharing, 
ERP functionalities, and the like. Although these functions 
may alWays be made available, the host and users (e.g., 
buyers and sellers) may elect to only use only certain 
functions. In order to implement these functions, the func 
tion may be activated. The decision to activate a function 
Will generally depend on the desires of the host/administra 
tors and/or users. Only certain functions may be made 
available for speci?c circumstances depending upon the 
identities of the users and host While other functions may be 
deactivated. Thus, a determination is made as to Which 
function or functions are to be activated or deactivated at 
step 406. If one or more functions are to be activated and/or 
deactivated than the OM System 100 activates and/or deac 
tivates those functions at step 408. Next, for each function 
activated, features associated With each function may be 
activated or deactivated at step 410. For instance, RFP and 
RFQ are features that are associated With ERP functionality 
that can be turned on or off. Another item that is a feature is 
order headers. For instance, certain attributes of an order 
header may be turned on and off. There could be an attribute 
for “payment method” in the order header, Which could be 
turned “off” thus not shoWing hoW payment is to be made. 
The ability to create an order (Which is a ERP functionality), 
on the other hand, is not a feature because it Will alWays be 
available. OtherWise the process ends at 412. 
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[0051] Referring to FIG. 5, Which is a process 500 for 
creating a partnership. This process 500, in essence, repre 
sents step 304 of FIG. 3. Initially, a partnership ID is created 
at step 502. Preferably each partnership Will have unique 
names so that each partnership may be individually 
retrieved. Moving to step 504, participants of the partnership 
are identi?ed. General pro?les of each participant may also 
be included When identifying each participant. For example, 
speci?c information relating to each participant such as 
location, associated products, and the like, may be identi?ed 
and included in the general pro?le of each participant. The 
OM System 100 according to the present invention may 
maintain a number of special privileges to provide greater 
?exibility and comprehensive functionality. Alternatively, 
instead of maintaining pro?les for each participant, a privi 
lege pro?le may be created Which alloWs access to the 
different features available through the OM system 100. 
Moving to step 504 Where partnership members are identi 
?ed. This means that the host and the users are all identi?ed 
as members of the partnership created. Next, the role of each 
participant (e.g., Whether a participant is a user or a host) is 
determined at step 506. In doing so, certain privileges may 
be automatically assigned to each of the participants based 
upon their assigned roles. For example, if a participant is 
assigned the role of a host, then that participant may have 
certain administrative rights not available to users such as 
creating neW users, roles or enterprises. Moving to step 508 
Whereby a partnership function (e.g., catalog sharing, 
returns, order cancellation and modi?cation surveys, and the 
like) is selected. At step 510, create rule attributes for the 
selected function. For example, if the selected function is for 
sharing a catalog, attributes such as shipping costs, effec 
tivity dates Warranty period, and the like, may be created. 
Once the rule attribute[s] is created, the rule attribute[s] is 
de?ned at step 512. For example, for a termination date 
attribute, a date may be provided for that attribute in step 
512. Once the rule[s] has been created for the selected 
function, the rule[s] is then mapped to the appropriate 
partnership at step 514. If it is desirable to create rule[s] for 
another partnership function at step 516 then the process 
returns to step 508, otherWise the process 500 ends. In this 
case, rule set up may be for order change and cancellation 
de?ning hoW users and/or hosts may change or cancel 
orders. 

[0052] Returning to FIG. 3 Where data is inputted at step 
306, the approaches to inputting data Will depend heavily on 
Which functionalities are being implemented and What type 
of data is needed and/or added for the functionalities. For 
example, the types of data and the method for inputting data 
for creating catalogs and for order processing (e.g, order 
cancellation and modi?cation) Will differ signi?cantly. HoW 
ever, the inputting of data Will require taking the same 
generic steps for many of the functionalities available in the 
OM System 100. FIG. 6 is an exemplary process 600 for 
inputting base data. The base data is the data needed to 
implement an action. For example, if the action is to retrieve 
a catalog then the base data needed is the data for the catalog 
itself. Initially one of the functionalities available in the OM 
System 100 (i.e., catalog sharing, order modi?cation and 
cancellation, surveys, target marketing, etc.) is selected at 
step 610. Once a function is selected, the rule or rules for the 
selected functionality is retrieved at step 620. The rule or 
rules is generally de?ned during the partnership step 304 in 
FIG. 3. After the rule or rules are retrieved, the rules or rules 
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are reviewed and/or default requirements for the function 
ality are selected at step 630. Each function may have 
default requirements, Which may be used as a basis for 
retrieving and/or processing retrieved data. Finally, the 
appropriate data is retrieved at step 640. 

[0053] After the participants and the activated/deactivated 
functions have been de?ned, the partnerships created, and 
the appropriate data inputted, one or more actions may be 
implement as depicted in step 308 of FIG. 3. Actions are any 
acts performed under any of the functionalities provided by 
the OM System 100. For example, if the OM System 100 
alloWs a seller’s catalog to be vieWed by a buyer than one 
possible action Would be for a buyer to retrieve the catalog 
for vieWing. Other possible actions are, for example, modi 
?cation or cancellation of orders, submission of RFPs and 
RFQs and responding to the same, submission of returns 
form, distribution, ?lling-out and submission of surveys, 
exchange of information relating to target marketing, and the 
like. 

[0054] FIG. 7 is a process 700 for implementing an action 
through the OM System 100. This process 700 essentially 
represents step 308 of FIG. 3. Initially at step 702, an action 
is selected for implementation. Each course of action is 
typically associated With a speci?c function provided by the 
OM system 100. In order to implement an action, certain 
steps must be taken. For instance, the partnership that is 
associated With the action to be taken need to be retrieved to 
determine the rights of the action taker (e.g., buyer or seller). 
Once retrieved, the partnership is reviewed to determine 
those rights and if the desired action is alloWed then the 
action may be implemented. Once an action is selected, 
needed data is retrieved at step 704. For example, for order 
cancellation and/or modi?cation, the needed data retrieved 
Would typically be the order and ordering rules; for surveys, 
the needed data retrieved Would be the original un?lled 
survey forms; and the like. Moving to step 706, a determi 
nation is made as to Whether the data retrieved needs to be 
updated or neW data added. If the data needs to be updated 
or neW data needs to be added then neW data is added and/or 
the original data is edited at step 708. Moving to step 710 
Where the updated data is stored and/or submitted. For 
example, if the selected action Were to modify an order than 
the updated order Would likely be submitted to the seller and 
may also be stored in the database 102. Next, a determina 
tion is made as to Whether another action is to be imple 
mented at step 712. If indeed another action needs to be 
implemented then the entire process 700 is repeated, other 
Wise the process 700 ends. 

[0055] To provide ERP functionality and to facilitate the 
processing of other functions, the OM System 100 may 
optionally create and de?ne entities called “users” and 
“Enterprises.” Users, Which may be identi?ed by unique 
usernames and passWords, may contain contact information, 
statuses and preferences. Users essentially represent partici 
pants (i.e., host and users) Who are system users of the OM 
System 100. Each user is preferably associated With at least 
one Enterprise and has access to one or more Enterprises. 
Enterprises provide both context for the user and informa 
tion, including the vieW of catalogs, pricing associated With 
each product and available ordering options, such as pay 
ment method, bill-to and ship-to addresses, credit limits, 
approval Work?oW and promotions. Users may be enrolled 
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either into a speci?c Enterprise themselves or are enrolled 
by, for example, an administrator. 

[0056] An Enterprise is the highest entity representation in 
the OM System 100. The OM System 100 may support a tree 
hierarchy for Enterprises to facilitate a multi-level organi 
Zation. FIG. 8 is an organiZational chart 800 for an exem 
plary buying company. In this example, the buying company 
consists of multiple departments and divisions 802 to 816. 
The organiZation chart 800 having a hierarchical structure 
Whereby the organiZation is structured With three layers of 
departments or division one on top of another. The ?rst layer 
consists of sales organiZation 802, ?nance 804 and market 
ing 806. The second layer consisting of North American 
sales 108 and European sales 810 for the sales organiZation 
branch, and information technologies 814 and operations 
816 for the ?nance branch. Finally, system engineers 812 
making up the third layer for the sales organiZation branch. 
Enterprises may also be arranged hierarchically, With no 
limit on depth, and may mirror a company’s organiZational 
structure such as illustrated in FIG. 8. Each Enterprise may 
have separate credit limits and other Enterprise speci?c 
attributes. Users may be enrolled into one or more Enter 
prises With no limit on hoW many total Enterprises into 
Which they are enrolled. The Enterprise hierarchy may be 
created to match the buying organiZation’s structure. Users 
at the loWer level of the Enterprise hierarchy inherit func 
tionality from their parent Enterprises. So to grant permis 
sions for functionality in a multi-tiered organiZation, users 
enrolled in the loWer level Enterprise Will inherit the per 
missions of the parent Enterprise so that they do not have to 
be granted these permissions individually. Auser at a higher 
Enterprise can only grant those privileges to Which he has 
access rights. Typically, the top-level Enterprise is used to 
set up global information and to alloW customer service 
representatives global administrative access. 

[0057] Only users having Enterprise administration privi 
leges may access the Enterprises administration interface. If 
the privilege is not granted, the Enterprise administration 
interface may not be accessed. 

[0058] When an Enterprise is created, a number of 
attributes may be created initially and/or in the future. These 
attributes may include, for example, Enterprise name, Enter 
prise description, Enterprise type, location With Enterprise 
hierarchy, payment method, enterprise status and address 
information. Each Enterprise Will preferably have a unique 
name. The Enterprise administrator may specify the Enter 
prise name When the Enterprise is created. Each Enterprise 
Will preferably have a unique description. The Enterprise 
administrator may specify the Enterprise description When 
the Enterprise is created. An Enterprise may have an 
attribute for payment method. Such an attribute may be used 
to indicate an acceptable payment method. For example, the 
method type that may be available includes, for example, 
accounts payable (preferably including information related a 
credit limit and a payer address) and credit card. Another 
attribute that may be assigned to an Enterprise includes an 
attribute called “Enterprise status.” A number of statuses 
may be created. For example, a status called “active” Which 
indicates that the Enterprise is active. A status called “sus 
pended,” Which prevents any action from being performed 
against the Enterprise (access to the Enterprise may be 
limited to administrators). Astatus called “cancelled,” Which 
indicates that the Enterprise is ready for deletion, and the 
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Enterprise status may not be modi?ed (not displayed to 
users). The status of an Enterprise Will preferably not be 
changed to “cancel” once an order has been placed against 
the Enterprise. And ?nally, an attribute called “address 
information” may be associated With an Enterprise. The 
address information may be created by an administrator 
during the Enterprise creation process and may be edited by 
the administrator for the Enterprise. Information that may be 
included in this attribute includes, for example, contact 
address and/or person/business, billing address and/or busi 
ness/person, shipping address and/or person/business and 
payer (the payer address type may not be required if the 
enterprise does not have the account payable payment type. 
If the Enterprise has the account payable payment type, then 
the Enterprises may have multiple payer addresses. Clearly, 
many other attributes may also be included. 

[0059] Sub-Enterprises for each Enterprise may be cre 
ated. Such sub-Enterprises may be created by the adminis 
trator[s]. The administrator[s] may have the same privileges 
in child Enterprises as they do in the parent Enterprise. 

[0060] According to one embodiment of the present inven 
tion, security and access may be provided via login/pass 
Word security roles. Generally, each system user may be 
provided With a user name and passWord to securely identify 
them. By incorporating roles, individual companies (i.e., 
system users) may directly control Who has access to various 
data stored in the system’s database. Roles determine each 
user’s speci?c privilege/access to various functionalities. 
For example, permission or authoriZation to vieW prices, 
submit orders, vieW product information, vieW order status, 
perform drop-shipments, manage users and accounts, 
administer con?gurations, administer order approval rules, 
can all be controlled at the User or Enterprise level. LoWer 
level Enterprises may “inherit” a higher-level Enterprise’s 
access privileges if desired. To illustrate, suppose tWo roles 
“123” and “234” are created and assigned to speci?c users. 
Role 123 is a higher-level role than the loWer-level of role 
234. This, in turn, alloWs an administrator to de?ne default 
behavior (for example, all users With role 123 can vieW 
inventory, but user XYZ With role 234 can order, vieW 
inventory and check order status). Commonly used roles 
include orderer, approver and supervisor. 

[0061] A user may be associated With an Enterprise by 
various means including, for example, enrollment and auto 
matic access privilege. A set procedure is typically used to 
associate a user With an Enterprise (e.g., identify user, 
identify Enterprise, associate identi?ed user to identi?ed 
enterprise, etc.). After a user has been enrolled into an 
Enterprise, the user may be able to access sub-Enterprises of 
the original Enterprise. This may be accomplished via 
automatic access privilege, Which automatically grants the 
user access to one or more of the sub-enterprises. Referring 
to FIG. 9 Which illustrates the relationship betWeen an 
exemplary user 920 named “Jay Mart,” its associated Enter 
prise 921 and sub-enterprises 930. In this example, the user 
920 is enrolled into Enterprise 921. An Enterprise may have 
Zero or more resources associated With it. A resource is a 

feature. As described above, features are items that can be 
turned on or off such as returns. In this case, there are three 
resources 922, 924 and 926 associated With the Enterprise 
921. Because the user 920 is enrolled into Enterprise 921, it 
is granted a resource 922 that contains the automatic access 
privilege 928. Further, the user 920, Jay Mart, is associated 
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With Enterprise 921 and all of the sub-Enterprises 930 that 
form a sub-tree Where Enterprise 920 is the root. If the 
automatic access privilege 928 is removed from the resource 
922, the user 920 is then associated With only enterprise 921 
and is no longer associated With any of the sub-enterprises 
930 of enterprise 921. 

[0062] The user’s ability to access various data Will 
depend upon the overall privileges of the user. A user’s 
overall privileges are determined hierarchically starting With 
the resources that are assigned directly to the user, assigned 
to the user’s Enterprise, and the role assigned to the parent 
account. To illustrate the relevancy of the hierarchy, suppose 
an Enterprise does not have resources assigned to it. In such 
a situation, the Enterprise may use its parent’s resources (if 
it is a sub-Enterprise). Generally, it is preferable that a 
default set of resources 926 exist at the root level. The root 
level is the level in Which the matriarch of an account tree 
is located. Typically, a user is assigned to only one set of 
resources in an enterprise. 

[0063] The folloWing example, together With FIG. 9, 
illustrates hoW a user’s privileges may be determined. Sup 
pose a user 920 enrolls into an Enterprise 921. If a resource 
set 922 and 924 in the Enterprise 921 is assigned to the user 
920, then those resources 922 and 924 become associated 
With the user 920. If no resources have been directly 
assigned to the user 920 then the user 920 is assigned to the 
default resource set 926. Of course if the resource sets 922 
and 924 that the user is assigned to has an automatic access 
privilege 928, then the user 920 Will have privileges to the 
sub-Enterprise 930. If the Enterprise that the user 921 is 
associated With is actually a sub-enterprise and if no default 
resources exist in the sub-enterprise 930, then the parent 
enterprise’s default resources 926 is assigned to the user 
920. Thus, it is strongly preferably that the matriarch of an 
account tree have default resources. Thus, a user Who is 
enrolled into an Enterprise Will generally alWays be associ 
ated With a resource set. 

[0064] The OM system 100 provides catalog functional 
ities. The catalog functionalities may be available in either 
a buy-side or sell-side environment. The system is capable 
of alloWing seller/host to provide catalog access to buyers in 
a sell-side environment, Which is the typical scenario. HoW 
ever, the system may also alloW buyer/host to access cata 
logs of sellers in a buy-side environment. In a buy-side 
environment, a buyer is the administrator/host and Will have 
relations With one or more sellers. The system may alloW 
such a buyer/host to access catalogs of sellers. Such func 
tionality may be accomplished by, for example, using map 
ping techniques. For instance, suppose a buyer/host does 
business With sellers A and B. If the buyer host implements 
the catalog function and is able accesses the catalogs belong 
ing to both seller A and B. Suppose further that the buyer/ 
host is interested in acquiring an item With buyer’s parts 
number “xyZ.” Each of the sellers may have different parts 
number for the same item (e.g., seller A may have parts 
number “123” for the same item While seller B may have 
parts number “456” for that item). In order for the buyer/host 
to be able to obtain and vieW the correct information 
contained in the catalog data, mapping should be performed 
betWeen the “xyZ” parts number of the buyer/host to the 
“123” and “345” parts number of seller A and B. Alterna 
tively, an unsophisticated buyer/host could use the same 
parts number of a supplier thus not requiring any mapping. 




















